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IDEAS FOR MANAGEMENT 


The Shifting Markets of the 60's January 99 
New Sources of Potential ‘ 190 
The New Technology 107 
The Changing Area of Operation 109 
New Patterns in Procurement 111 


The 60's: Decade for Decision peenneaie 93 
Pressures of the 60's tie ‘ 94 
Changes and Reactions ; 99 
Patterns for the 60's ‘ 102 
Price of Opportunity 105 


Planning Office Work by Charts 


San Diego firm avoids bottlenecks hamstring. 
ing small offices. 


April 96 


Managed Maintenance Means Managed 
Salesmanship 
“Manager Maintenance’ was major topic at 
this year’s Piant Engineering and Mainte- 
nance Conference in Philadeiphia 

Thank Them When They Pay 
Credit and sales work together at Watkins, 
inc., Wichita, Kansas 

Using Facts for Profit 
Thomas J. McGann shows how to use distri 
bution cost accounting in abbreviated form 

Decisions, Decisions, Decisions! 
Distributors Are Briefed for Competition 
8:30 a.m.; They Were Off and Running Ha 
Company by Company: Diary of Decisions 


PROMOTION 


Trailers Are Their Trademark 


Memphis firm equips salesmen with trailers 


February 88 


Advertising Specialties 
Using novelties, distributor can obtain “stay 
ing power” plus preferred position 


April 88 


Be - 


MEETINGS 


New England Meeting Talks “Profitability” 
NEIDA discussed efficient paper flow. my 
proved cost accounting, compensation, etc 


March 96 


Southerners Probe Solutions for 60's 


Distributors and suppliers meet in New Or. 
leans. ’ 


March 98 


Blanket Orders and “The Electric Blanket” 


Ludicrous extremes to which contract buying 
can be carried 


April 97 


Chicago Convention June 106 
Quality Expands Number of 1959 Ad Awards 110 
NIDA Plans and Proposals 111 
SIDA Instalis New Officers 112 
ASMMA Elects Conant New Prexy 113 
Next Value-Added Project: “Channels” 114 


GENERAL 


Stop! Don’t File That Form! 


Office staff is aware of expense and bother of 
cluttered files. 


February 90 


New Friends from Old Tools 


Williamsport, Pa., distributor is helping 
schools and universities 


March 88 


Keep Your Risks Under Control 


it's good business to discover potentially dam 
aging hazards 


March 90 








Don't Be a “Paper Pusher” 
“Paperveyor” conveys orders, 
throughout one-story plant. 


+ March 94 
letters, etc. 


Power Transmission Distributors Organize 
Association 
46 firms form Mechan cal Power Transmission 
Equipment Distributors’ Association. 


1D’s 14th Annual Survey.. 


Dollar sales of industrial distributors for 1959 
increased 20.5% over 1958 


March 100 


March 101 


Mexican Distributor 


Cia. de! Centro’s industrial supply division 
operates like U. S. firms. 


April 90 


This is the “Space Age” 
Baitimore distributor is getting the nr 
of 40,000 sq. ft. building. 


April 94 


A Distributor Teaches Teachers 


Canton, O., stages a “Business-industry Edu- 
cation Day.” 


April 100 


Industrial Electronics: 
Sleeping Giant Comes to Life. 


The marketing patterns are still frenzied 
confused 


Get the Most from Every Telephone Dollar 


Telephone communications is a vital company 
function 


SALES IDEAS 


Spark Up Your Sales Presentations 


, . January 
Salesman demonstrates product-of-the-week 


Why Keep Tabs on Customer Purchases? 
Salesman records repeat items purchased by 
his accounts 


January 


How to Ferret Out New Products 
Reporting new products or modifications of 
existing products 


January 


Advanced Penetration: First Word in Sales February 
Salesman gets through to buying influences 


A Salesman’s Report with “Built-in” 
incentive sess 
Distributor issues report showing gross profit 
on each product line 


February 


Inside Selling Can Be Creative 
Inside man works closely with outside staff, 
attends sales meetings, etc 


March 


Teamwork Among Salesmen , Pc cdneecten 
Five salesmen provide clues for effective 
cooperation between supply and factory sales- 
men. 


Should Sales and Credit Be Divorced? : 
A sales-minded credit department is a Virginia 
Distributor’s answer. 


Salesmen Write Their Own Expense Checks.. 
Birmingham, Ala. firm has done away with 
the red tape in writing weekly checks for 
salesmen. 


Do-it-Yourself Sales Training 


Bearings distributors and suppliers launch 
ambitious program for distributor salesmen. 


EDITORIALS 


Welcome to the “Shifty 60’s” 
Salesmen Sight in on the 60’s February 85 
Reflections on an Anniversary : .March 85 
Communication and Communion we il 85 
Planning for Profits See's , 89 
Decisions, Decisions, Decisions! 


January 91 
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Index of INDUSTRIAL DISTRIBUTION Articles—July to December 1960 





IDEAS FOR MANAGEMENT 


“Why We Like to Blanket Order” July 
Head buyer for California electronics firm ex. 
plains why he favors contract buying for many 
MRO requirements. 


Cash Budgeting: Key to Financial Planning 
One of simplest methods to estimate future cash 
requirements is to use working cash budget. 


August 


Management Goes to College September 
The third Management Course for industrial 
distributors at the Harvard Business School. 


Stockless Purchasing at Dow October 
Bold innovation by major user of industria! 


supplies puts distributors to the test. 


The Specialist Salesman—Necessity, or Dead 
Weight? November 
A distributor-owner and sales manager argue 
out a burning issue: can small firms support 
specialists? 


ADP for Smaller Firms 
Two average-sized Southern firms are con- 
vinced automatic data processing equipment 
more than pays for itself. 


November 


When Does a Service Shop Pay Off? 
Mars, Inc. first analyzed the need, potential 
and probable effect on sales. 


December 


Distributors Step Up Cost Accounting Drive. December 
Associations launch a ‘speakers’ bureau” to 
spread cost-accounting gospel! 


* 
SALES IDEAS 


Put Profits in Products : 
Kalamazoo, Michigan distributor considers his 
market, costs, competition, salesmen before 
reshuffiing product mix 


A Sales Contest That Really Works 
Sales manager views sales contests as a means 
of uniting the efforts of his sales force. 


Your P.A. Can Help You Sell 
Minneapolis salesman telis how his past expe 
rience as purchasing agent helps him now 


Team Up Your Sales Staffs. 
At Dodge-Newark Supply Co., the efforts of 
the inside and outside sales staffs are co- 
ordinated. 


Sell Yourself, Then Sell Others ; 
To make sure of new product, sales manager 
and all salesmen gave it a home workout. 


August 


What Do You Do About Brand Preference’... 
in this actual problem case, an anonymous 
salesman tells how he tried to sell his fran- 
chised tine. 


August 


Dramatize Training September 
in addition to using role playing for training 
salesmen, this distributor gets other people 
nto the ‘‘act.”’ 

New Products Mean New Sales October 

Minneapolis salesman shows how creative 

selling can develop new applications—and 

sales—for new products. 


Customer Clinics: New Approach to Selling. .October 110 
At Abrasive Machine & Supply continuous 
clinics are set up which sell ideas as well as 
products. 


Give Yourself a Goal , 112 
Salesman Ai Engstron believes planning major 
calls and setting performance goais are vital 
to creative selling. 

Top Priority for Salesmanship. ...November 95 

Texas supply firm instalis a full-fledged pro- 

gram in selling techniques. 








Sales Managers Learn by Coiling November 98 
Sales managers attending the Porter Henry 

Sales Management Development Seminars are 

encouraged to think, speak and act for them. 

selves. 


Would You Accept This Order? November 108 
in this problem case, an inside salesman telis 
the story of a serious dilemma in taking order 
data on the phone. 

Selling Small Plant Automation December 72 
indiana salesmen sell the idea that automation 
need not be too costly. 

Waste Makes Sales December 75 
Salesman ‘‘Doc’’ Henderson's approach for 
locating needs and cashing in on them 

How to Make Sales Sitting Down December 86 
How a Wisconsin owner-salesman spends the 
most profitable hour of the day 

Demonstrate to Educate December 84 

A New England firm outfits a trailer with a 

working mechanism designed to spread ideas 

for automating shops. 


GENERAL 


The Salesman: Fast Talker or Listener? 
The modern salesman is turning to “customer 
problem approach’’—requiring listening 


“Management's Problems Do Not Change” 
Materials Handling distributors air problems 


Promoting Distribution as a Career 
Texas distributors sit down with college stu 
dents to answer questions on employment 


Do You Know the Score on Depreciation? 
Here are the depreciation “ground rules" for 
capital equipment you buy—office machines 
fork trucks, conveyors, furniture, fixtures, etc 


Auto Fleet Leasing—Your Questions Answered 
Advantages of leasing work'-° capital con- 
served; costs can be budgeted. «¢y people are 
freed; salesmen have latest mode!l, etc 


Simulation Film Now Available 
“Decisions, Decisions, Decisions!"", the movie 
of decision-making simulation |O sponsored in 
Philadeiphia now available to distributors and 
manufacturers. 


The Way to Win an Argument September 
Fine art of winning an argument consists of 
preventing other stiow from forcing the 
viewpoint on you 


What Do You Do When Policy Stops the 
Buyer? 
What do you do when your customer wants to 
buy direct and save the distributors’ markup? 


September 92 


Memory Machine October 
This San Francisco-based firm with ten stock. 


ing branches installed RAMAC 305 
Big Decisions for the Smal! Distributor October 
Distributor who started on shoestring recaiis 
choices and temptations small owners face 
Trucks Instead of Branches October 
Southern distributor invents interchangeable 
truck-body device that speeds delivery at a 
distance. 


“Congratulations, Salesman Abbott” 
Readers state reactions to {D's case history 
of salesman who faced vexing problem of 
brand preference. 


October 


A Direct-Buying P.A. Gets Caught... 
What do you do when an old customer, who is 
now buying direct, gets caught short? 


October 
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Helping Customers 

Get Business ... November 
West Coast metais firm in 
vites its sub-contractor cus 
tomers to exhibit at its open 
house and meet prime con 
tractors. 


Lot of Education 

NOT Dangerous November 
Mahoning Valley Supply Co 
encourages education and 
training for all its employees 


The Case for 


Leasing Cars November 
At R.J Bearings Co. in St 
Louis, both management and 
salesmen benefit from leasing 
autos 


Pays to Pioneer December 
How VUland Rubber & Supply 

Co. grew up around new prod 

ucts and new applications 


Warehouse in the Office December 
West Virginia firm embarks 
on automatic data processing 
with a built-in stock contro! 
feature 


Back Order Blues December 
West Coast salesman speaks 
his mind about a common 
problem 


“Put Facts Before 

Sig Buyers” December 
Readers give opinions on iD's 
September salesman's case 
involving problem with a big 
account 


Rules Are Rules December 
A real-life problem case in 
volving the “closed shop 
door.” 


Special Sales Aids for 

the General Salesman December 
Distributor revamps old mas 
ter catalog file into eight new 
books reflecting specialized 
departments 


& 
PROMOTION 


Planning makes the Show July 72 
Southern Supply Co.'s two-day 
tent show drew 3,000 visitors 
thanks to elaborate prepara 
tions 


Demonstration—Texas Style July 74 
Southwestern Precision Sales 
Co. has put displays plus a 
sizeable portion of its inven 
tory on the road 


Pian A “Shared” Anniversary. .July 84 
Orr iron Co is celebrating 
125th anniversary year with 
program that was two years 
in the planning 


Make People Want to 

Come to Your Show October 108 
Pianning and promotion made 
3,000 purchasing, engineering 
and production people come to 
distributor's show 


Three Distributors 

Make One Show November 
Three distributors in Lancas 
ter, Pa., joined hands to stage 
a highly -successful show 


Distributors Team Up 

to Advertise November 
Niagara Frontier Distributors 
have sponsored a highly suc 
cessful direct mail and adver 
tising program 


MEETINGS 


Who's to Blame for 

Low Profits? November 105 
Nearly 300 distributors and 
suppliers at NEID's Third An 
nual meeting heard strong 
words and divergent views on 
“The Squeeze.” 


| e . : 
| Equpte -— a complete line of storage equipment - 


from — 
ONE 
SOURCE 





EQUIPTO is the only complete line 
sold only thru you — the Distributor 
— never direct. Don’t sell just half a 
line, sell the full line. Save time, save 
effort . . . only one catalog to handle, 
one purchase order to make, one lower 
combined freight rate, only one in- 


voice to handle. 


EQUIPTO’s ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive distributors. If you are not han- 
dling the EQUIPTO line, it will pay 


you to get full details now! 


Crple 
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help reduce costs... 


~— SFI 
BETTER 


for steam lines 
IT PAYS 
TO SELL 


A Quality Stop 
Ya" through 3° sizes 

~ With or without 

lever handle 


One of the Complete 
HAYS LINE of 
‘at Stops: 


folder 103-9 
GENERAL PRODUCTS DIVISION 


HAYS MFG, CO. 


p 





YOUR PRODUCTS IN 

INDUSTRY September 93 
Do you know where your mar- 
kets are? To help distributor 
salesmen and sales managers 
draw a bead on major mar- 
kets for their products, |D has 
assembied some graphic and 
statistical facts about seven 
industries. 


Metalworking .. September 
oa a .... September 
Mining ... . September 
Construction .. September 
Woodworking . September 
Transportation . September 
Chemicals .... . September 


- -— 
EDITORIALS 


Recognition 
A Salesman to Remember 
What Your Customers 
Expect 

Marketing? 

or Only Selling? 

How About a 

“Think” Room? 

600th Time 


-. «duly 
August 


September 
October 


November 
Oecember 





NEWS 
Continued from page 161 





Duff-Norton Assigns 
Anderson To New York 


Donald A. Anderson was ap 
pointed New York District sales 
manager of the Coffing Hoist Divi 
sion and Jack Division of Duff- 
Norton Co. 

He had been serving as district 
sales manager for Duff-Norton Co. 
operations in upstate New York and 
New England. 


New Plant Opened 


The American Sealants Co. 
opened a plant with adjoining sales 
and administrative offices in New 
ington, Conn., a suburb of Hartford. 





“SPEAKERPHONES” were installed by 
H. W. Ralston at Industrial Supplies Co., 
Steubenville, Ohio, to speed office com- 
munications. 
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John M. Reese 


Chisholm-Moore Appoints 
Sales Representative 

Join M. Reese was appointed 
sales representative by Chisholm- 
Moore Hoist Division of Columbus 
McKinnon Corp 

Mr. Reese will represent Chis- 
holm-Moore in a territory consist- 
ing of Kentucky and sections of 
Indiana and Ohio. 


R.&J. Dick Moves To 
Larger West Coast Quarters 


The R.&J. Dick Co. moved its 
branch warehouse and office to new 
quarters at 520 Fourth St. San 
Francisco. This replaces previous 
facilities maintained for more than 
25 years at Bryant St 

Bland Ballard, manager of the 
new facility said that the move was 
brought about by the greatly in 
creased volume resulting from the 
expansion of the Dick product line. 


Borg-Warner Promotes 
Frank W. Rickard 


Frank W. Rickard was elected a 
group vice president of Borg-Warner 
Corp. 

Mr. Rickard will continue in his 
present capacity as president of 
Mechanics Universal Joint Division 
at Rockford, III. 

He joined B-W in 1953 as direc- 
tor of manufacturing services. In 
1955 he was advanced to the presi- 
dency of Mechanics. 





